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. Abstract

The thesis advanced is that systematic analyéis of message sgfgtegies
ought to becéme one major focus of study within our field.. In this paper,
a limited case study illustrates the kinds pf st?ategies which might be un-.
covered. The ill&stﬁation is. set within a persuasive con?ext; and indicates
the kinds of approaches a spea%er might use ig response to the belief on' the
part of the pffsuadees that "I'm jﬁst noé the kind of peréon who holdslthe

»

advocated view.® Specific lines of argument are suggested for thyee major

‘strategies to attempt to alter this belief. The first app altercasting,

- sl

i.e., making salient aspects of the persuadees' self corncepts which facilitate

agreement with the advocated position. The second approach reflects an- attempt -
. . . .

-

to change thef view the persuadees hold of supporters of the advocated position.

The final strategy involves an attempt to change particular aspects of the self

o

concepts of the persuadees in such a way as to facilitate agreement.
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Those of us who receivdu graduate training in speech prior to the 1970's

' quite likely'recall Dopald C. Bryant's well known‘definition of rhetoric as .

”the adjusting of ideas to people and people to ldeas."l Our exposure fo

.classic&l rhetoric gave meaning to this definition. Adaptation involved

- S ‘ . \
selecting from a general system of topoi, or commonly recurring lines of argu-
P .

ment and ways of casting ideas}Fhose particuiar lines of argument the speaker
deemed appéppriate to the given situation.

g By 1976, however, our field had shifted interest sharply from the classical
rh*ce.tl ti‘adition toward a psychological orientation. Thus oui' present qrad-
vate students typically are capable of describing the nature of meaning and pro-

cesses of.attitude formation, attribution, and.interaction. But with the exceptio
. \L' X .

of a small number of students, most do not command any system of message stra-

tegies which enables adaptation to be accomplished.® Those in our field who are

¢urrently focusing on messages, such as discourse analysts, tend to place

-

greater emphasis on structural features of the message than on recurring lines
.~ - : "
of argument. . .

A\l

\
'Need for Focus.on Message Strategies

‘ : ) ) 2
Elsewhere we have argued for renewed concern with message strategies.

r

Certainly we do not propose that we abandon‘interest in the underlying psycho-~

~

logical processes involved in communication. Rather, we seek systematic analysis

'of message strategies grounded within a framework which isolates important general

underlying processes ‘and structures involved in gtrategift communication. By the
term strategies" we ao not mean attempts a£ mnnipulation but rather something
more akin to the classical notion of' topoi, i.e., rdutines or recufring lines of
u;'gument and ways .of casting ideas. Selection‘'of such strategies need not be
conscious, though it may be.3 Our viewslof thc nature of strategic aspécts of

\ } . -

communication and ‘interaction and the relationship of consciqusly strategic

3

[ -~

- .
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aspe§ts of communicatioh and interaction are discussed by Delia, B. 6'Keefe(
;nd\D._O'Keefe.4 ' .
It is also important to emphasizé, as we have elsewhere; that in Qﬁdertaking
work on topoi ;nd communicativ; stfgtegies; it is not possible simply-to revitélize
. . . ’
classical topoi. Today our concgption of speech events encompasses far more than
messages addressed to pidic issues. For instance,':;y comprehensive system of

-

message strategies would necessarily embody approaches used for interpersonal as
‘ well as.public ends. bt‘Lover; we comsider it crucial that thguginds of analysis
to.be undertaken be systematic. Whereas classical topoi were lists $f'lines of
argument with no particular order, we héve suggested the possibility of organizing
the search for strategies around specific communicative objectives. It may Se
&ossible to identify zgjor recurring communication objeé£ives. If there are
recurrent obstacles to these objectives, i.e., beliefs of.other interactants
which prevent the speaker framachieving the desired objective, then it should be
égssible to‘spec%fy-typical lines of argument or forms gf idea for changing the?e

beliefs.

-

We have suggested further-that every communicative:situation involves ob-

jectives on three dimensions: instrumental, interpersonal, and iQenEity. Put

. Vd
amother way, it is our view that in any communicative situation, the speaker

" has a desire to achieve a particular task or instrumental goal, to establish or

maintain a given interpersonal felationship with the otﬁer participants, and a

.
~

desire to establish or maintain a particular view of him or herself. Quite llkely
the speaker would be unable to®articulate these goals. Their existence is evidént,
-however, in the feelings of satisfaction or frustration of tﬁ; speaker during ané
at the conclusion of an encounter. If‘the speaker feels dissatisfied, most likéiy~
one or more of the objectives was mot met. And.it may‘Bé/gnly in retroépect.(if

at all) that the speaker would be ablé to specify that objective.s T

/
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Tho podaqogical value of a systamatic understanding of message strategies
is obvious. It does little good to admonish our persuasion students to adapt
" to the views of their audience or ® encourage our students in interperson&l
.tommunication‘to be em@athic if they lack fundamental ;Z;ategies for accomplishing
these ends. Work in tim development of communicatidé skills in children indicates
clearly that it is quite possible to recogni ze the “need for a general kind of
cofmunicative strategy (for example, to "be niggz") but to completely 1ack a
repetoift of strategies for accomplishing this end.6

While sdme might fear that the study nf alternative message strategies
could enoonrage|fornula éommnnication, reflection indicates that sucn would
mot be possible. Thelét ent’™puld have an expanded repetoire ot options'from
which to choose, but would necessarily be required to a;sess the beliefs and
views of others in the situation, to consider his or her own objectives, Laﬁ-»
to choose frgm thg\?xpanded repetoire. Thus the study_of message strategies
increases the students' flexibility and potemtial to achieve their desired ends, .
but.the successful or appropriate use of these strategies in a’specific context
. is contingent upon social-cognitivyk skills, ethical critetia, and a host %f |
other factors. '

For the researcher, a comprehensive systen of message strategies would

enrich the kinds of questions which could be posed. A scholar concerned with

L 4
speaker styles, for instance, might attempt to identify individuals who tend to

emphasize ObjectiVES in one major domain, interpersonal, for instance, regardless
of the specific situation confronted. Similarly, it might be possible to find

.

differences between the communication patterns of men and women which are more

-

fundamental than the structure of questions or use of qualifiers.
<

’ 4

A Case §tudy

Some General Considerations Concerning Identities and Strategic Communication

- .

Elsewh?re‘wq have suggested the requirements and some alternative avenues




to uncovering these message s@-:raﬁegies. our purpose today is simply to provide'
» .

‘one specific illustration of the kinds of strategies which such a pursuit could

yield. The area,ﬁe.have chosen to display is a very narrow one, due to time -

—l1imitations. . For reasons related to our personal pedagogical interests, we

]

have chosen to isolate.strategies relevant to the management of the identity of

the persons addressed in a persuasive situation.

Perhaps we should ciarify our concept of identid& management. 1In ;ny,comr
municative situation the speaier will have ideptity objectives which transcend tha;
_specific situation. For instan?e, if the‘speékéf éhinks of himself or-hersélf
aéjr considerate individual, 'this view constrains the selection of message stra-
tegies regardless of the specific instrumentﬁl objective. Moreover, éﬁe séeakefu .

\\\\.
may desire to assist other participants in mdintaining a partiéular view of N\

¢ .-
- - .

| . K . .
themselves, regardless of the specific instrumental objectives.

.

There is another agect of identity quectives, however, which is defined by
the specific situation, and it is this more narrowly circumscribed type of goal

with which we are concerned today. The speaker may attempt éo alter or make

-

. . 4 .
salient a certain facet of the identity of other partiqipants in an effort to

facilitate the achievement of the speaker.'s instrumental objective. Iri the per-

~»

suasive context, the speaker may attempt to engender the belief in the persuadees

(]

" that they are the kind of person who appropriately supports the advocated position.
ld

Traditionally, interest in identity managemént in persuasive situations has

-

focusea on the speaker, and more particulaily, on the credibility of the spéaker.

The notion that the idéntity of the persuadee may be an impoftant 6ne in pgrsuasion
~ has received only scattered attention from attitude theoristg. Daniel katz's:con-

cept of the functions of attitude, in which he identifies ego expressiveness and

A

ego defensivene$s as two functions served by some attitudes, suggests that an

individual may hold a positiqn not simply because of the material consequences
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oé that positiop. but cuq to the implications for the individual's identity as

we11.8 One of the 9dﬁpon§§p beliefs querlyiag attitudes in Tr;andis' anal&sis

relates to the individual's identity. In operationalizing this compenent, the

person is asked to‘oonsider whether he or she "is the kind of person who does

this sort«of thing."9 Certaily personal reflection‘is likely to yield instances

of tipes wpen we.were reluctant to endorse a position because we felc such’ en- 1..;

dorsement ‘conflicts with-our self image. Faculties may be split on the issue

. of unionlzation, for example, if some members find themselves unable to inte-

grate-upion membershlp into their self concepts. And many women who sympathize

¢ Qi;&tthe objectives of the ERA withhold overt endorsement because they view sup-
porters of ERA as unfeminine or unconcerned with traditional family values. The
person addressed mag never verbalize or perhaps'ebeﬁ~be aware of the source,of
resistance. Nevertheless, it seems’ likely that many persuasive attempts are

o unsugcessful because of the inabﬁlity of the persuadee to view himself or herself

as the kind of individual‘who would endorse the advocated position. t

what follows, then, are message spfategies available\to the persuader

(\ ‘yho wishes éo alter the view of the perscadee thap they are nop the kinds of

people who support the proposed view. Thése strategies were not.discopered in a

systematic fashion, but rather were collected as materials to be used for

teaching purposes. We are fully_aware of the limitations of the methcdofbgy

¢

employed. But if such a preliminary approach has some-utility, a systematic

A

analysis should yield more comprehensive, and hence potentially more use}ul,

o~

lines of argument.

Message St)ategies To Manade The Persuadee's Ider’u‘

To change the belief of persuadees that they are not the kinds of people who'
. )

support the advocated vigw, we have identified three major lines of argument.

The First typically has been labeled altercasting, Within this approach the

. | \ |
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speaker implicitly arques that the"persuadees are the kinds of individuals who

suppor t the advocated position, and the vehicle for this argument is making
5 - .
salient roles or beliefs which the persuadees might not otherwise attribute to

( ) ar
themselves. The second major approach is to attempt to change the image of the

supporters of an.issue, i.e., to contend, again perhaps implicitiy, that the | } '
persquees hold a misconception about the kinds of\%eople who.eﬁdorse the advo-
cated posgtion. ‘The final major epproach is to attempt to change the image

wﬁich the persuadees-hold of themselves. This is perhaps the most difficult of
the three alternatives, and would most likely be chosen only when the speaker views
the self concepts of the persuadees as a genuine obstacle to achievement of’ the .

communicative ohigstives. For instance, if the épeaker is faced with an audience
. ¢ ! *

whose self concepts arellow,ra group of people who feel so powerless“thét they -

~

‘assume they cannot change the sitnation at issue, the speaker may feel’khe only
alternative is to attempt ty raise the self esteem of the audience members to a.

level Yhere they feel some control over the situation. Due to time limitations,

ye shall merely sketch briefly some variations which the speaker has available

within each major approah. ’ ‘ .

A\l

Altercasting. The first alternative, altercasting, reflects an attempt on \
- . ) o

the part of the speaker to make salient a role or set of beliefs which the per-

'

suadee% may be willing to ascribe to himself or herself, but whidh might dot have

spontanecusly been salient. These attributes, must, of cours#, be condycive to

the achievement 9t the speaker's ends. The most'common and least subtlé form of

. altercastlng is simp;X to remind the persuadees of personal characterjstics which "

’ 4
are relevant to the current communicatlve 51tuatlon and which facilitate the desixed
\

response. At a PTA meetinhg where membexs are being asked‘to donate time to improve
‘ ‘ AN ' )
the playground, for instance, the speaker may well address the audience as "Concerned
"
- >
. Parents.” Advertiserq’for years have relied heavily on indirect forms of this‘tebh-

r
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nique, assuming that women in the audience, fo'; example, will see themselves
. Y y,

as mothers who providé only khe ﬁost nutritious and tasty snacks to';heir children.
’Probably l’e;s comnpn' than this straightforward form of_altercasting is to
'focus'attention of persuadees orw.an aspects of th;ir sélf conceét which is not
salient in Fhe preseﬁt circumstance and which may even conflict with their seif
image within the current situafiqn. For instance, the speaker ﬁight use such an
approach in trying to convince -a group of colle;e students to support a city’
council ordinance which would prevent housing Eloqe to the campus to be converted
into apartments available to students. Before prqppsing such arestriction, the

: s

speaker might enjoin the audience to recall their hometown neighborhood, ,the quiet
. “ ‘ ‘
street, litter free yards, and the absence of loud music and late parties. 1In such

a way the speaker might be able to lead the audience to view themselves as community
members rather,than college students with interests in conflict with the proposed

position.

~ s ~ .

. Sometimes the speaker will attemé%)to lead the audience to think of themselves -

» A -
in an entirely new light, but in a way which they find quite acceptable. Here
) : Yy . .

the strategy may take the form of providing a compoaite’sét of traits which the
» \_ . -

persuadees will view &s an_acceptéble image they had not reflected upon previously.
\"- R ‘.

-George Wallace's presidential -bid relied heavily on creating such an identity for

the ggmon working person: dn individual who. works hard, has sensibi; ideas, is

capable of knowing what is‘good'for ‘him orvﬁ%;self without beipg told so by guide-~

{ . , N
line writers 'in Washington, in sum, one who wishes to regain control over his or

. 1 : . .
her own life.()Fbr many, these traits were already a latent part of” their self

'

concepts. Wallace made this self image explicit and associatgg these self attri-

!
butions with being a Wallace supporter.

.

Perhaps more uncommon than the foregoing‘variations on altercasting is attri-

-

bution of undesirable traits to an audience for the purpose of joltiné them into

wiflingness to take action. Clearly such an approach inc¢urs the risk of negative




reaction toward the speaker. At times, however, the spéa@pr maytwillingly'

take this risk Malcolm X frequently referred to hiq bla¢k audiences as gut

-

eaters in an effort to impress upon them that they had permitted the white

. man to suppress them.l‘1 He hoped their angry reaction would energize an atti-
. . , L { . B . .
tude of rebellion\ - ' o .

Regardless of the specific form of altércasting, its success in leading

v

to the desired response from the persusdee appears to be contimgent .upen two' -

ﬁf, -
maﬂor factors. First, the attribution.must be viewed as plauSible. If the .

*

audience rejects the legitimacy of thé'attribution, the response may be hostility

- and entrenchment. For instance, we suspect many nonsmokers object £o the campaign -

of the American' Tobacco Institute to “label individuals who prefer to avoid smoke

under some circumstances as "Anti—smokers" who enjoy rutabagas and have en- ' \\§

-

thraged the diversipn of needed monies for medical research to . the building of
unnecessary structures to segregate smokers and non-rsmokers.12 Secondly, ‘the

| attribution must be one which in fact facilitates acceptance of the speaker s
advocated position.‘We suspect,-for instance, that many commonplace'efforts at
altercasting are ineffective because the attributed role or beliefleither is |
unimportant to thedindividuals addressed, or because the attribution carries with
it o clearly defined responses. éonsider such standard labels such as "concerned
citizens," "fellow American," and "future leaders." Those addressed ma& mot object

to being so labeled, but at the same time find these attributes so peripheral to

their own images that the roles carxy almost'no.impetus to action or to alter a
. ’ d N ~

[ 4

* response. ' . o7

Change Image of Supporters of a Position. Within the general approach of

. altercasting, the persuadetr assumes that the persuadees view 'the image of supporters
- @ - : .

of the advocated position as generally acceptable, and hence the task is to increase

the association of tle persuadees' own self 'concepts”with the image of these supporter

P

[ Y . : . ™~

1. ,
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The second genoral approach‘to\managing the identity\of the persuadee, however,

requires ite a different assumption. Within this apprqach,. the persuader .

W .’

recognizes that the pesuadees view supporters of the adﬁocated position nega- ” ea

’ .‘-

tively and attempts-to alter the. conception which the persuadees hold of these

( ‘ -

supporters. Thus the underlying lxne of‘argument becomes “You misjudge the,

nature of. individuals who support the advocated position.% As with any of the

lines of arQument being discussed, the persuader may choose to avoid explicit
. ) ) \
statement of such a position, preferring to let the audience 1nfer that they

-

" have been inAccurate in their Judﬁmén; by providing carefully chosen examples ‘.

-

which impf}cate in the desired inference. ..

e

The speaker Qi//select from a varietylgf alternatives the Specific avenue

for changinq the image of supporters of the advocated pos}tion. One of the simplest

-~

approaches is tp label the advocated position in such a way as to cire vent assocl-

. ations with individuals the(persuadees may find unacceptable. For instance, "a

-

segment of lhe vigorous‘fundamentalist Christian movement we are witnessing currently

2

_has electedfto label itself "charismatic" rather than "pentecostal" to avoid negative

r

associations.ﬁ The older term.carries for many people the impiication of individuals
"who?are anti-inteilectual, perhaps even believers*in witchcraft. By choosing a new
cateqorization,ileaders of this movenent have greater freedom to mold a new image._
. The persuader may elect to refute directiy misconceptions or negative attri-

butions of supporters of the -advocated position. Some Americans, we suspect,

-

. Co. , C v
find it easier to align their views with Israel than the Palestinian Liberation . . .

Organi#Ation, not for substantitive reasons, but becayse our stereotype of Israelis

3 . . . ~ .
‘ is one of well/;ducated,‘hard working, independent individuals. By contrast, we ..

€

may view Palesxinians as lowr-clads nomads with radical views. If we are confronted

w o

* with a profile of~Palestinians‘fs.the intellectual elite of the Arab nations, we

may be more amenable to ¢hanging our views with respgct to the substantive issues.
o~
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Frequently, however, the persuader relies on the technique of identifying

S

specific supporters of a position to indicate -that they possess characteristics

quite different .from those which the audience typically attributes to’ supporters
of the position, and’moreover, characteristics which the audience finds acceptable.

Suppose the speaker were urging the adoption of a vegetarian diet and was confronted
)- =
with a group of people who saw the implicat;ons as far broader than health concerns,
%

-
They might view vedetarians as the kind of indiViduals who read Eastern philosophy -

rather.than watching Monday night footballs To change this image, the persuader °

.

might .detail the views of Bill Walton, the professional basketball player, who is

a strong suppqQrter of a vegetarian diet' Similarly, a persuader confronted with a
. /
pollege faculty who -think of unions as_B;ing for auto workers or truck drivers

-

mighg attempt ‘to stress the numbers of public school teachers who belong to unions,
or argue for the similarity between the hnerican Medical Association and groups
identified as unions. o

Far mQre complex than tHe foregoing'approaches to altering the image of
supporters for a position is the attempt to create a new identity altogether for
such supporters; this hind of strategy will typically involve use of illustrations

<«

of the nature of thos with the advocated identity. Perhaps one of the most skillful
attempts to execute this apProach was Malcom X's description of the House Negro and .
the Field Negrof In this passage, Malcom had a dual purpose of priesenting a strong
/positive image of the supporters of the Muslim movement while simultaneouslyvcreatihg
an inage in ineffectuality for the followers of the moderate moueﬁbnt headed by
Martin Luther King. Malcom avolded any direct reference to King, but it'takes
little effort to. recognize that the moderate movement headed by King was being
cast as the House Negro, the dupe of the white man:
To understand this, you have to go back to what the young brother here

raeferred to as the house Negro and the field Negro back during slavery.
There were two kinds of slaves, the house Negro and the field Negro.

L'




The housa Nogroou~~tho' livcd in ths house, wi&h master, they dressed
pretty good, they ate d 'because they ate his food--what he lefd.
They lived in the attic or the basement, but still they lived near
the master; d‘they/loved the master more than the master.loved
himgelf. They‘would give their life to save the master's house--
quicker than the master would. If the mqster said, "We got a good
house here," the house Negro would say, "Yeah, we got a good hduse .
here." Whenever the master said “"we," he said "we.“ That's how-you:
can tell a house Negro. . : .

A

If ghe master's youse caught on £ire, the house Ne\qro would fight
harder to put the bldze out than the master would. - If -the’ master got
sick the house Negro would say, "What's the mdtter, boss, we sick?“
We sick! . He identified himself with his master, mgre than hik master
identified with himself. And if you came to. the house Negro and said,
“"let's run away, let's escape, let's separate," th¢ house Negro would

\‘ look At you and say, "Man, you crazy. What you mean, separate? Where
'is there a better house than,this? Where can 1 wear better clothes
"than this? Where can I eat better food than this?" That was that
house Negro. .In those days he was called” a "house nigger." And that's
what we c¢all them today, because we've still got some house niggers
Funnihq around Qere. ‘

This modern house Negro loves his master. He wants to live near
him. He'll pay three times as much as the house is worth just to
live near his master, and then brag about "I'm the only Negro out
here." "I'm the only one on my job." “I'm the only one in this school."
You're nothing but a house Negro. And if someone comes to“you right
now and says, "Let's separate," you say the same thing that the house
Negro said on theplantation. "what you mean, - separate? From America,
this good white man? Where you going to get a better job than you
get here?" I mean, this is what you say. "I ain't left nothing in ‘
Africa," that's what you say. Why, you left your mind in Africa. _ ~

On that same plantation, there was the field Negyo. The field Negroes--

those were the mases. There were always more Negroes in the field than

_ there were Negroes in thahqﬁse. The Negro in the field caught hell. He

1 ate leftovers. In the house they ate high up on the hog. The Negro

in the field didn't get arything but what was left of the insides of the
hog. They call it "€hitt'lings" nowadays. In those days they called
them what they were--guts. That's what you were--gut-eaters. And some
of you are still gut-eaters.

The field Negro was beaten from morning to night; he lived.in a shack,
in a hut; ‘he wore old, castoff clothes. He hated his master. I say he
hated his master. He was intelligent. That house Nagro loved his master,
but that field Negro--remember, they were in the majority, and they hated
the master., When the house caught on fire, he didn't try to put it out;
that field Negro prayed for a wind, for a breeze. When the master got sick,
the field Negro prayed that he‘d die. If someone came to the field Negro

"and said, "let's separate, let's run," he didn't say "Where we going?"
He'd say, "Any place is better than here." You've got field Negroes in
America today. I'm a field Negro. The masses are the field Negroes.

L
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When ‘they see ﬁhis nfan's house on fire, you don't hear the little
y Negroes talking: about “our government is in trouble." They say,
"The government is in trouble." Imagine a Negro- "Our govern-
! ment"! I even heard one say "our astrSnauts.” They won't even
let him near the plant--and "our ur astronauts"! "Qur Navy"-~that's'
¢ ' ‘a Negro that is out of his mind, a Negro that is-out of his mind.

Just as the slavemaster of that day used Tom; the house Negro,
i R to keeg\the field Negroes in check, the same old slavemaster today:
has_ Negxoes who are nothing but modern Uncle Toms, twentieth- .
century Pncle Toms, to keep you and me in check, to keép us under.

control, keep us passive and peaceful and nonviolent. That's Tom
makinq you nonviolent. '

.
»

Alter Sqlf Concepts of Persuadees. Beyond the general approaches of alter-

.

-

casting and changing the image of supporters of the advocated position, the third -

I

major alternative for management of the persuadee's identlty available to the

»

speakér is fq attempt to alter the ;elf coricepts of the persuadees themselves.

-kt times this change simply takes the form of an aé%bmpt to ga;n allegiance to ’
a group or to form a general alliance where such allegiance will entail endorse-
ment éf a desired poéition. The approdches to be taken will vary’depending on
tﬁe natufg of the relationship between speaker and audieﬁce. Efforts to gain

\ an initig} alliance, as we éurrently are seeing in the rhetoric of heads of

gtate as interests are beinyrealigned, differ from attempts to heal di§isions
_ ) : P

in groups, exemplified reqularly in the post-primary rhetoric of political

parties.

At other times the effort to alter the self conc pt of the persuadees will

-~ A}

be dirécted toward a specific element of that image which precludes the desired

)

response. For instance, the speaker may attempt to convince the persuadees that

Y

they are individuals capable of withstanding the pressure of endorsing an un-

[N

popular position, or that.they are decisive enough to také an unequivocal stand

at this time, or that thynreally do feel responsible for the welfare of others.

* . \ .
« Needless to say, the spaific beliefs which may function as obstacles to the speaker

-

* are conceptually limitless, though once again, some such beliefs recur with

[y . 3

" -
Q v . 1 \)
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- gufficient frequency to rander them amenable to syStematic study.
1 4 , ) . " ) R

, . : v : .
The belief wg haw selected to use for i}lustrative purposes is one frequently

P . » ‘ .
confronted by advocates for social movements among groups who have suffered some

[

. form of suppression. The belief takes the form of feelings of inferiority and-
. _.) -
‘lack of power to improve their circumstances. If the speaker has.any hope of

mobilizing suqh‘&ndivi&hals, they must be provided with.a sense of self worth and

.
I

of control over the source qﬁ thelr suppressron.‘ . ' : .

-~

-

. Efforts to change the image of ineffectuality may begin by forcinq the indivi~

N

duals to acknowledge their membership in the suppressed group so that they ‘must
confront these feelings of inferrority directly. Malcolm X told his grass roots

. aud{ence: ' B
You don't catch hell because you're-a Baptist, and‘you don't catch hell
because you're a Methodist...You don't catch hell because you're a
Democrat or a Republlcan, and you don't catch hell because you're a _
Mason or an Elk, and you sure don't catch hell because you're an Amerjcan; .
because if you were an American, you wouldn't catch' hell. You catch hell
because you're a black man.

.

The inescapability of identification with the group can be intensified by
elaborating how others view members of the audience with disdain. George Wallace

1 -
consg;ntly reminded his campaign followers that they were called red necks, pea

.’ pickers, and peckerwoods by leaders of the major parties.15 . T

This negetive view which others hdld, and which the individuals addressed

]

have accepted, can then be attributed to the direct ettempﬁs of the suppressors °
to dhpe the suppressed into a sfate of submission: for the advantege‘of those in
dominance. Louis Lomax described how the white man misled Blacks in this way:

So they ran around with calipers and slide rules and yard sticks ‘and
tape measures, measuring black heads to see how long they werk, and.
how wide they were. And they came up with the amazinq conclusion:
Poor little black thing-*he can't think."

" ...a8 a rasult of this, you begin‘to believe it...Ne went around
straightening our hair...We spent a fortune on bleaching creams
trying to change our complexions; and those Negroes who were .
lighter skinned than other Negroes walked around with their moses
in the air saying, "Although I am polored, I am less colored than
thou art."16 . -




,/pncc group~q.mber;'havn been forced to'recogn;ge that they have accepte?l a
r . ‘ ‘ .
‘negative image of themselves, the speaker must provide reasons for changing this

N\

view, for instilling a sense of pride and df power. Maloolm X chose’ the Qpproach‘

s

of talking about the success of Eévbluations afouud the .world, arguing that whéfé

sﬁppressed minorities had Tisen up, they had been capable of ovércoming”their \\\

L 4
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oppressors. Iouis Lomax elected to detail specific accomplishments of Blacks

;hrodghout history in his well known passage whicﬁ has subsequently been echoed

, .
1] [ 4

by other Black leaéers:
‘ 'This white man is crazy. He may not know it, but I'm somebody...
. If you go back deeply enough ifito my Africap past--I don't know
about you, but I can tell frop the way I walk and the way I feel
some mornings that my oidfdeks way back'ﬂh;Africa were kings ;and
princes. And when I dig back into my past, I, find out that I .
was teaching mathematics and geometry, andeplotting the course of
the stars in the skies when the white man of Europe was still liwving
in the taves of England and running frdg the Romans. I_:'came to athis
country before he did, and I marched wit rtez right ugh here
down into Mexico. When Governor Barnett wa¥, nothing but a ¥icked
. gldam in his great4grandfather's'eye, L walked into the,Mississippi !

Valley with the French.. I'm somebody. And I.came to this country,
some slave,” some free, but all black,. and I was always somebody.
When this couptry was ready to die, to break the chains of colonialism,
. I, Louis Lomax, *black man, in éxispus Attucks, was the first man to die ‘

. ‘on Bostom Commons to-get these white folks free from England. I'm
somebody. In Phyllis Wheatley I taught them how to write poetry. 1In
Paul lawrefce Dunbar I taught them. the rhythms of anguish. In Frederick
Douglass I taught them the meaning of oratory. 1In Sojourner Truth I

., “taught them the meanirg of militancy In Booker Washington I gave
them one of the first philosophies of American education. In W. E. B.
. DuBois I said "Iook, Western man, you'd better use your head and think."...
.o I died on Flanders Field to make the|{world free and safe 'for democracy.

And I came,back with my head’bloodied, but still held high.' And in
Jesse Owens I beat him runnijig.  In Marion Anderson I beat him singing.
1. Joe Louis I beat him fighting. In Jackie Robinson I beat him playing
baseball...And in" Ralph Bunche I'll'ru&athe world if you'll move over
and get out of the way. I'm somebody. < -

- This genaqéiizedwsensp of power may be followed by an illustration of the
. L-. . '
' .
specific ways in which' the group at hand has the capability to control the source

L

of their suppression. George Wallace, for in5£ance, repeatedly emphaéized that

"there ars more of ds;than Fhexa are of them,”lg indicatipg that there are greater

Ll

[}
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>

Anumbei:s of working class citizens than "effite snobs,"” as he ‘.‘termegl hiis opposition.

_Sim'iiarly," Louis lomax outlimd. the vd.tirbggower of soii_dly Black areas..zo

g .';he foregoing line of arqument can be intensified by showing that the 953-
pressoi:s then{é.élves acknowledge and fear this p(")we,r. Magcolr;x X argued vigorously..
that ;:he' march on Washington headed by Martin Lﬁther King had been coopted erI;l
t.he; miljitant g‘r;ass roots movement among Blacks b}} John' F. Kennedy be\cause Kennedy
o ) fea;ed ’t;he 'stré‘;rxgth of the drass roots moement. Malcolm contended‘ that t.h’_ié fear

1dd Kennedy to invite King and other moderates as well as some whites, such as g
v, :

Walter Reuther, to spearhead th%mrchfin an effort to defuse the étréngth of

\é

P

the magséé.zl
Clearly these.foregoing lines of argument designed to counteract a sense

of lack %f }_'x')wer are more ‘speci_fic than the strategies outlined in t.he first two
major approaches (altercasting and changing th.e image of supporters).’ For ;kather
than being general stz;ategies, a‘ttexlnpts to ch;nge specific beliefs of ‘.'che per-
.suadees' self concepts necéssa‘ri..ly will be achieved bwdvyxcing an aiﬁernative

set of beliefs. . Neverthele®s, it seems possible to ide%i%( a recurring patfern

of a’rgument, useful in responding to a commonl); held beifé;f which serves as én‘
Qbé;tacle to persua§ion. Hence .analysis of these belief b‘&tterns would be prqfitable.

- | .- CONCLUSION - s

«

L 4

Perhaps other researchers will identify aédit;onal major 'approaches tQ .
mmgingthe identity of the persuad;e, and unquest'iona;bly other researchers will * °
. uncover more alternative lines of argumex'lt: within /each'major ?pproach.. We rgcogni?,e
that the‘lgenerfal line of &;rork we advocate, the systematic discc;vgry of n;essage:‘
s(tra‘t:egies, will never be exhaustive.. It need unot be, however, to have utility.
The spef:ific methodology employed in searching for message strategies will depend
on the use to which ‘the r.:esults:‘.'are to be vput. ‘If the researcher is interested.

in developing a coding scheme for strategies typicaily used by a wide variety of

individuals, he or she migttask large numbers$ of individuals to provide samples of

o)

Q ‘ : ‘ , : ' (]
Y
]
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their responses to situations with a designated communicative objective. The oy

responses could then ﬁﬁ coded for the strategies emplﬂyed. In most cases this

’
~

will involve coding the strateéies only along particular axes defined as relevant,
. “ ) ~ R
to particular,theoreticai'\q;xestions.22 For instance, the researchgr might distinguish

identity management strategies which defined a positiyé or negative identity for

4

~

the persuadee. Just such an approach was taken by Kline and Delia in a reéently

coqpleted study. In this study, the distinction between pgsitive and negative

. ) ’ ) _ . -,
ideptity'implicat' ns of strategies was augmented by considering:/the directness-
_ = ) . - 1 .

indirectness of the evaluative altercasting. Thus, a dimension for coding )

" evaluative altercasting was elaborated which ran {rom overt negative alte%rasting,.

through strategies which indirectly cafirmed a positive.identity, inciuding a

a

?alance"of positive and negative identity implications, and indirectly established
a negative identity, to sérategies which direectly confirmed a .negative identity.

This theoretically based system, (which builds off of the kind of analysis sug-
. : S - /
gested today while being much more systematic and cirsumscribed) was then used to

test an hypothesis pefsuaders were high in cognitive concerning the effect of

r

level of the persuaddr's social cognitive development use of face-support

vs. P¥ce-attack persuaders with more abstract systems of fonstructs for repres-

enting the identities of others praided greater face-support than did their less

‘ 4 . ‘-
abstract countegparts). ’ ’ <
- , 4

¥ In contrast to the foregoingfépproach, the researcher's aims may be primaril§.
pedagogical. 1In such a case, the investiggtor is likely to be less interested in

typical responses or in thé use of theoretically-based coding dimensions, and more

o

concerned with identifyirg strategies which seemingly have the greatest effectiveness

for achieving a particular goal. In this case, the researcher might pursue an

s

approach similar to the ohé displayed in our case study. We takq this approach

-
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to be a variant of genre criticism in which ﬁhg_ genre is defined by a communi-

cative objective. .
It alsél‘should be ergphasiied‘in concluding that the analysis of rqeg;sage

’ strategie;z is invno waf limited to pub'lic\iiscourse. tIn other work, fof 'gxamplé,
we have ﬁn.cover.ed lines of .argument individua.ls_ use when ;ftempt?ﬁi; to comfort’ '
'anothe; in diétré's;s in an‘ihterper\s(\)nal-situa‘tion.z‘l. Qui" hope ié s}mply that the
present a.phlysis of the management of the iaenti}:y of t_:h'e persyadee mayfser\.re “to'“
ill{zstratfe the pStentiai ﬁfcility)of rbefoc‘using e;.tten;:.ion on signifi'cant features , -
' of-strategic .conu?\un’iéation ané_/or on commonly -recurring strategi‘e;s ;uith'in'message's,
for it is;with'in and ﬁh‘m@" st:lch strategies that ‘oonu_nu:nica;;i'on_se‘rves to create

‘and restructuice‘social definitions o‘f Leality. | |

-

Toaet
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